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salespeople	 to	 the	 customers’	 accounts.	 	Whether	 by	 choice	 or	 not,	
















































Are the “Special Deals” For Everyone, Or Is This Just A 
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“The Charleston Advisor serves up timely editorials and columns, 
standalone and comparati e reviews, and press releases, among 
other features.  Produced by folks with impeccable library and 
publishing credentials ...[t]his is a title you should consider...” 
— Magazines for Libraries, eleventh edition, edited by 
Cheryl LaGuardia with consulting editors Bill Katz and 
Linda Sternberg Katz (Bowker, 2002).
Critical Reviews of Web Products for Information Professionals
The Charleston
ADVISOR
For example, if five years ago a special deal was announced by 
the company that gave a significant discount to a specific product and 
Library A took advantage of it, then one could easily say that anyone 
buying that product five years later was being overcharged.  That may 
or may not be true, but the fact remains that Library A was smart enough 
to take advantage of the offer a long time ago and, as a result, has been 
paying less than a similar-sized library would pay if they bought today.
So, special deals are offered for a variety of reasons.  One reason could 
be that the company has a new product to introduce and wants some quick 
sales to gain market share.  Another reason could be that the company 
wants to attract “new” customers and is willing to heavily discount the 
first year’s price.  Of course, the pitfall here is that the customer must 
be informed that the selling price offered is way below the actual retail 
cost and that in the renewal year, that price may have to be adjusted so 
as to fall into line with what similar libraries are being charged.
Some libraries request that renewal prices over a stated time period 
are capped so as to avoid having to endure a spike in future costs.  This 
is a wise tactic, since by doing so the library can predict future costs. 
Beware of “special deals.”  Make sure that if the company is offering 
a significant price reduction on a renewable product that future costs 
price increases are capped.
Why Did You Write the Book?
The impetus for writing the book about how a salesperson and infor-
mation professional can and should work together for mutual success 
was to give both sides a look into how the other operates.  By under-
standing each other’s roles and responsibilities, the business of buying 
and selling information can proceed without mystery and intrigue.  I 
attended too many meetings in my career where a lack of preparation 
and forethought artificially elongated the process and sometimes doomed 
the whole encounter.
In reading the various journals and articles about negotiations written 
for information professionals, I am distressed to read that some people 
advocate for a contentious attitude on the part of the library person 
when dealing with a sales rep.  And quite frankly, I have a colleague 
who believes that a little bit of tension between the two parties is a good 
thing in the negotiation process.
I would almost tend to agree with my colleague were it not for the fact 
that this is an annuity business.  That means that if I sell you a product 
in 2014, then barring any unforeseen events, I will be back to renew it in 
2015.  Why purposely create an uncomfortable environment when both 
parties know that their paths will cross at trade shows, industry events, 
and renewal time?  Negotiations by their very nature can be difficult, so 
why add to the burden of establishing the final agreement?  So I wrote 
the book to show people how to cut through the nonsense and get both 
parties on the right track to make a deal.
The Bee Gees had a huge hit in the late ’70s called “Jive Talkin’.” 
The rather simplistic lyrics say:
“Jive talkin’, you’re telling me lies, yeah.  Jive talkin’, you wear 
a disguise.  Jive talkin’, so misunderstood, yeah.  Jive talkin’, 
You just ain’t no good.”
The goal for any sales organization in any business is to eliminate 
smooth-talking, jive-talking insincere people and accentuate a positive 
relationship, building a sales team that will create the environment to 
buy and sell information efficiently and productively.  
Mike is currently the President of Gruenberg Consulting, LLC, 
a firm he founded in January 2012 devoted to providing clients with 
sales staff analysis, market research, executive coaching, trade show 
preparedness, and product placement and best practices advice for 
improving negotiation skills for librarians and salespeople.  His 
book Buying and Selling Information: A Guide for Information 
Professionals and Salespeople to Build Mutual Success is available 
on Amazon and Information Today.  www.gruenbergconsulting.com
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